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What is Business Intelligence (BI) ?

Why do businesses need Bl ?

How does Bl apply to the Automotive Aftermarket ?

Why should I use the GoTo Solutions/Microsoft Bl solution ?

How does AutoCube work ?

Brief overview of AutoCubeb6s capabil
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What is Business Intelligence (Bl)?

Bl is a broad category of applications, technologies, and methods used for gathering,
storing, accessing, and analyzing corporate data to help aid in decision-making and
planning. These tools play a key role in the strategic planning process of the corporation
and are increasingly becoming mission-critical and integral to day -to-day operations.

Bl applications include the activities of query and reporting, data analysis, data mining,
decision support systems, online analytical processing (OLAP), statistical analysis, and

forecasting.

The end result of Bl is the leveraging of information assets within key business
processes to achieve improved business performance.

Bl may also refer to the collected information itself.
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Make more decisions based upon factsbased analysis. Data analysis, reporting, and
guery tools enable business users to wade through a sea of data to quickly extract the
valuable information needed.

Bl gives you the ability to get the right information to the right people at the right time,
and react more quickly to changes in your market. Make decisions fast enough to take
advantage of the windows of opportunity that are open to you, and beat your
competition to it.

Gives the business user anytime, self-service access to critical information, with
minimal impact on IT department resources.

Your competitors are already using Bl to help themselves gain competitive advantages
within your market.
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Sales Analysis

Store or Geographic Analysis 6 What is being sold by store or geographic region such as
state city, or individual zip code?

Salesperson Profitability 8 What products are your sales people selling to what customers?
How do they stack up against your other sales people in terms of volume and profitability?

Customer Profitability - Who are your profitable or unprofitable customers? Which
customers have widely different profit margins within the same product line or category?

Product Profitability & What are your profitable or unprofitable product lines or categories?
How do similar product lines or categories compare with each other in terms of volume and
profitability?

Time Analysis & What times of day or days of the week have the highest or lowest volumes,
for your stores, warehouses, or individual sales people? Do particular customers only buy
on certain days of the week or at certain times of the day?
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Customer Analysis

Customer Segmentation - What distinct types or groups of customers do you have? How do
the customers within these groups compare with one another in terms of volume and
profitability?

Buying Habits dAr e cert ai n c upsitcokmenrgsd oocpesfitteyes|andndt | o w
buying items from any of your most popular or profitable lines? Or, why is a large -volume
customer not buying any items of a certain product or category that you know they must

certainly need?

Relationship Analysis - Are customers exhibiting patterns that indicate that they are probably
buying more and more frequently from your competitors? Does a customer have an unusually
high level of defect returns or new product returns in a particular product line or category?
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Product Management

Inventory Analysis - What items are we over-stocked on? What items are slow moving?
What items are consistently our biggest sellers? What items have a high defect rate or
return rate?

Inventory Management - What items should we be stocking in our satellite warehouses or
retail stores? What overstocked items should be returned from a store to your warehouse
or possibly to the manufacturer? What items are always being transferred between stores or
between your warehouses and stores?

Demand ForecastingdWh at shoul d a productds safety sto
based upon historical demand for that product
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GoTeo Solutions 2

GoTo Solutions has proudly served the Automotive Aftermarket and Pick
Database industry since 1988.

- We have serviced over 50 different Automotive Aftermarket companies with our
AutoLedger AP/GL, AutoCube BI, or AVS PO/AP matching software products
and other custom-designed software applications.

- Our current clients range from a single location warehouse distributor to a large
regional chain with over 100 locations and $150+ Million in annual sales.

- Extensive knowledge of the Activant/Ultimate software package, including
experience with several of the alternative Ultimate OS platforms such as UniVerse,
UniData, and jBase.
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Extensive knowledge and experience with Microsoft Server and Client
platforms. Microsoft Partner since 1998 .

-Ground-f | oor experience as an SQL Bl devel oy
introduced with SQL Server 2000 in late 20000 the first version of AutoCube was
developed, tested, and installed at several customers by mid-2002.

- We will continue to improve our solutions as Microsoft continues to add functionality
to Iits products. BI is a critical compon
upcoming SQL versions promise to deliver additional enhancements to the Bl stack.

- We will customize the solution for your needs. Your Ultimate system may have
extensive custom coding that was tailored to your business needs. Your Bl solution
Sshoul dndot be any different.
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The Microsoft SQL Server suite has a significantly lower entry cost than any of the
other major Bl vendors like IBM/Cognos, SAP/Business Objects, Information
Builders, Oracle/Hyperion, Micro Strategy, or SAS.

Runs on inexpensive PC server hardware. Typical turnkey server cost (including
the Microsoft Windows Server and SQL Server licenses) is under $7K for a xx
machine.

Uses integrated Microsoft domain security to provide the appropriate level of
control over user access to the Bl data.

Most IT departments are fairly familiar with Microsoft server products and domain
security administration.
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Microsoft Excel is the tool used to access the Bl data.

- Excel is the most widely used spreadsheet/analysis tool available today, and is
also now the most widely used Bl tool. In fact, almost all competing tools offer an
oexport to Excel 6 function as a standard

- With many users already having some level of Excel proficiency, getting up to
speed on the Bl features of Excel normally takes much less time as compared to
competing products.

- The full features of Excel, such as charting or conditional formatting, are available
for use with the Bl data.

Tight integration between SQL Server, Excel, and the Share Point Server
collaboration platform.
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SQL server i1s updated nightly wi
runs after the end-of-day processing.

) I > | Extract data from Ultimate database, I > I > o
l._J glatltn;ta)t;e LIJ__;\EIJ Transfer ko SQL server, Load into SQL L J SQL Database i gl Process

I
database W Cubes

After the data is loaded into the SQL relational database, the individual cubes are

reprocessed (refreshed). The cube database is a totally separate reaonly
database within the SQL Server stack.

Users can normally access the refreshed data by 7:00am
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Writer Gross Profit comparison

This report compares the Sales and Gross Profit performance of one Location’s sales Writers over a
two-month period.

A B C D E F G H | J
1
2 Region-Loc 28-BIRMINGHAM-AL | 7|
3
4 Column Labels B
5 +/2008-09 September +/2008-10 October Total Qty Shp Total Ext Price Total Gross Profit %
6 Row Labels |7/ Qty Shp Ext Price Gross Profit % Qty Shp Ext Price Gross Profit %
7 = Groupl 10,607 147,063.86 35.67% 8,586 127,327.60 35.47% 19,193 274,391.46 35.58%
8 JW -JW WRITER 139 2,904.07 39.22% 199 2,206.29 44.44% 338 5,110.36 41.47%
9 SJ -SJ WRITER 3,740 50,397.86 38.37% 650 13,064.13 37.33% 4,390 63,461.99 38.16%
10 AR -AR WRITER 955 10,637.87 36.85% 981  14,158.72 37.79% 1,936 24,796.59 37.39%
11 FM -FM WRITER 302 8,192.79 37.25% 720 9,676.44 36.86% 1,022 17,869.23 37.04%
12 OC -OC WRITER 189 4,502.70 37.22% 166 3,650.71 36.37% 355 8,153.41 36.84%
13 EA -EA WRITER 740 13,843.66 35.11% 401 7,459.68 39.04% 1,141 21,303.34 36.48%
14 BG -BG WRITER 840 7,200.10 32.55% 792 7,309.98 37.02% 1,632 14,510.08 34.80%
15 DY -DY WRITER 2,755 34917.37 34.12% 3,109 45,549.93 34.62% 5,864 80,467.30 34.41%
16 HF -HF WRITER 127 8,194.44 32.42% 1,395 18,894.08 33.32% 2,122 27,088.52 33.05%
17 RR -RR WRITER 220 6,273.00 24.89% 173 5,357.64 25.74% 393 11,630.64 25.29%
18 # Other 109 1,549.63 41.39% 2,061 33,511.18 37.01% 2,170 35,060.81 37.20%

19 Grand Total 10,716 148,613.49 35.73% 10,647 160,838.78 35.79% 21,363 309,452.27 35.76%
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Salesman MTD/YTD by Customer Type

This report compares the MTD/YTD results of one Salesman’s customers, by Customer Type. You can
drill down on the Customer Type to see the individual Customer results.

A B C D E F G H |
1
2 Invoice Date 06/24/2008 |
3 Sales Rep.Name 106-SAM WILCOX | .7 |
4
5 Values
6 Row Labels |7 | Sales MTD Sales MTD LY Sales MTD Chg Sales MTD Chg % Sales YTD Sales YTD LY Sales YTD Chg Sales YTD Chg %
7 | #1 -FORD/LINCOLN/MERCURY 65,866.24 52,423.21 13,443.03 25.64% 502,784.64 340,497.66 162,286.98 47.66%
8 | ®2 -GENERAL MOTORS 9,109.89 2,387.41 6,722.48 281.58% 45,792.53 6,129.36 39,663.17 647.10%
9 | ®3 -DODGE/CHRYS/AMC/FOREIGN 570.89 200.69 370.20 184.46% 4,661.51 3,094.93 1,566.58 50.62%
10 ®5 -FLEET 2,143.68 2,896.31 (752.63) -25.99% 17,086.01 17,415.17 (329.16) -1.89%
11 #6 -GARAGES 40,962.29 39,814.75 1,147.54 2.88% 271,687.76 264,933.50 6,754.26 2.55%
12 #7 -GOVERNMENT 10,006.99 8,554.39 1,452.60 16.98% 67,528.15 54,778.10 12,750.05 23.28%
13 @8 -TIRE STORES 1,378.34 3,526.63 (2,148.29) -60.92% 24,820.66  42,935.26  (18,114.60) -42.19%
14 #81 -COMPANY OWNED GOODYEARS 1,376.30 19,731.05 (18,354.75) -93.02% 49,457.64 128,893.28 (79,435.64) -61.63%
15 #86 -FIRESTONE TIRE 22.30 22.30 100.00% 1,834.51 1,505.24 329.27 21.87%
16 +89 -INDEPENDENT GOODYEARS 12,208.81 11,872.78 336.03 2.83% 81,193.28 93,550.35 (12,357.07) -13.21%

17 Grand Total 143,645.73  141,407.22 2,238.51 1.58% 1,066,846.69 953,732.85 113,113.84 11.86%
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Location MTD/YTD by Customer Type

This report compares the MTD/YTD results of one Location’s customers, by Customer Type. You can
drill down on the Customer Type to see the individual Customer results.




